Rough Notes Index For 1974 


ADDING NEW PRODUCERS 


Community Activities Provide New Agents 
With Valuable Training 
Large Agencies Use Similar Plans 
In Adding New Producers 
Agencies Need Financial Help 
To Develop New Producers. 
An Examination Of The Costs 
Of Hiring New Producers. 
Trainee-Agent Needs 
Five Years To Mature 


William J. Garrity, May 


Robert W. Lake, September 
Richard W. Daley, CPCU, September 
Richard G. Poore, CPCU, September 


ADVERTISING 


Agency In Growing Area Can Profit 
From Yellow Pages. 


“Involvement” Theme Promotes Agency, 
Challenges Public James H. Knorr, May 


Nine Media Sources Boost Agency Image Don J. Roney, May 
$80,000 Annual Increase From Ads...._Hayward G. Simpson, Jr., May 
Use Agents’ Photos In Newspaper Ads Marty Smith, June 
Advertising Is Crucial In isa Operation.._..Fred Berger, July 


Advertising Program Stresse: 
Agency’s “Human Qualities” 


Paul W. Cox, May 








Len Eckman, September 


AGENCY CONSOLIDATIONS 


Merger Pleases Clients, 
Principals, Companies 
Agency ‘‘Combination” Sets Stage 
For Future Merger-___--_---_ J. Curt McClure, Jr., CPCU, November 
Trial Period Helpful In 
Adding New Partner. 
Acquisitions Pave The Way 
Toward Agency Growth 





Erik D. Topp, November 


Clayton Bruntz, November 





Donald F. Murray, November 





AGENCY MANAGEMENT 


Work Delegation Is (Literally) 

A Healthy Practice 
Accounts Receivable & Payable: 

Some Ideas For Improvement__-...Sherlie B. Weeks, CPIW, January 
Employee Bonuses Improve Staff Output...Robert C. Kinney, January 
Agency-Designed Forms 

Accepted By Companies____..-__ R. E. Mayerstein, CPCU, January 
Annual Goals Help Defeat Complacency. Philip J. Braun, January 
“Unit Underwriting System” 

Pleases Clients, Staff 
Who’s Minding Your Store? 
“Quality Control” Should 

Take High Priority Sherlie B. Weeks, CPIW, February 
Tighten Your Aaueey Procedures To 

Avoid Errors and O 
You Can Reduce Telephone Cost And 

Still Increase Efficiency. Sherlie B. Weeks, CPIW, March 
Suspense File: A Must For Many Common Items March 
Strict System Reduces Accounts Receivable__Robert P. Wallace, March 
Determination Can Overcome Inexperience. Tom Williams, April 
“What It Costs To Run An Agency” Q naire. April 
Answer Questions Of Personnel Before 

Attempting Merger. Sherlie B. Weeks, CPIW, 
Don’t Overlook Office Staff In Setting Agency Goals. 
Hiring Top Talent Pays Big Dividends William F. Mohr, 
Transition To Commercial Lines 

Depends On Capable Employees. Ray J. Vens, May 
Time Measurement—One Step Toward Greater Production. 
Personal Lines Plan Stresses Capability 

Of Office Staff Marshall B. Heuer, June 
Many Ways That Office Staff Can Make Or Break An Agency-___June 
Take A Closer Look At Your 

Invoicing Procedure_ 
Direct Bill, Premium Financing 

Ease Col 





January 


Jerry Odel, CPCU, February 
February 








David W. Shand, Jr., March 











April 
April 
April 











Sherlie B. Weeks, CPIW, June 


lection Probl William F. Reichmeier, July 37 





DECEMBER, 1974 


23 


Thomas A. McCoy, September 34 


50 


Maybe You Can Improve Your 
Renewal Processing System-. Sherlie B. Weeks, CPIW, July 

Knowing Where Money Goes: First Step Toward Efficiency 

On-Going Training Program Keeps 
Agency On Its Toes. 

Managing Employees Ranks High On 
Your List Of R iit: 

Three-Part Pending ‘System Works 
Most Efficiently 

Job Reviews, Bonus Plan Help 
Motivate Employees. 

Training Programs Can Help In 
Boosting Your Sales Power. Septemb 


Garold C. Magenheimer, August 


August 





Sherlie B. Weeks, CPIW, August 





Sherlie B. Weeks, CPIW, September 





Collection Plan Concentrates On 
Large ivabl James C. Collins, Jr., September 





Departmental Approach Improves 
Agency Service 
Communicating With Employees: 
The Test Of A Good M 
“Dead File” Procedures Vary For 
Commercial, Personal Lines.....Sherlie B. Weeks, CPIW, October 
Planned Procedures Aim At 
Increasing Efficiency. 
ae 2 Accounting Systems: 
ite rye 


Ralph M. Bogard, October 





October 








Don V. Brelsford, November 


Sherlie B. Weeks, CPIW, 
An Agency’s Future Depends On Getting 

The Most From Its Staff. N b 
What It Costs To Run An Agency—I Carl O. Pearson, December 
Managing Autonomous Branch To Achieve 

Rapid Growth Walter K. Blake, 
Computer Accounting Systems: 

Part 2—Utilization 


November 











December 





Sherlie B. Weeks, CPIW, December 





COMMERCIAL RISKS 


Detailed Loss Study Pays Off 
Give Underwriters Complete 
Picture Of The Risk 
Survey Forms Designed From 
Clients’ Viewpoint.......---~--- J. Lanier Upshaw, CLU, 
THE FORUM: The Need For 
Certificates Of WC Insurance. 
Survey Methods Achieve Growth 
THE FORUM: SMP Program For 
Condominium Buildi 
Workmens Compensation Can Be 
Key To Account. Robert P. Cowie, July 
Long-Neglected Class Offers Large Rewards.._Richard M. Mohl, July 
Small Businesses Respond Te Survey Bernard Mintz, July 
THE FORUM: SMP Policies Cover 
New Exposures Automatically. 
Risk Management Requires Thorough 
Fact-Finding Job. 
Protecting C: cial A ti 
vages Of Inflati 
Aim For Account Selling On 
Small Commercial Risks. 
THE FORUM: Cnpenoctal Policy Renewals 
Require Higher Li: Roy C. McCormick, December 
a Your Files — Gaal 


erages 
Coverage Check List Useful In 
Acquiring A 


Russell Brown, 





February 


James Flanigan, February 





February 


Roy C. McCormick, March 
Stan Rosenthal, CPCU, March 


Roy C. McCormick, June 





Roy C. McCormick, August 





Dick Wissink, CPCU, September 
From Th 





e 
Richard L. Meder, October 





Bill Hall, October 





Joseph Brown, Jr., December 
Charles Dann, December 








EDITORIALS 


Agents Represent Fewer Companies 
Agents Receive High Rating. 
Survey Findings Encouraging. 
One-Company Agency In Future? 
One-Company Philosophy Hit 
Agents Neglecting Big Market 
Agents Study Work Load 

Limited Facilities In The Offing 
Threats To Agency System Listed 


Carl O. Pearson, January 
Cari O. Pearson, February 

Carl O. Pearson, March 
Carl O. Pearson, May 
Carl O. Pearson, June 
Carl O. P July 
Carl O. Pearson, September 

















Carl O. Pearson, November 


40 
43 


31 
32 
33 


18 


7 


Carl O. Pearson, October 6 


69 





EXCESS & SURPLUS; SPECIALTY LINES 


Small Business All Risk Crime 
Insurance Plan Offered 

Ripping & Tearing Indemnity 
Coverage Available. 

The Specialty Market 
Survey—1974 

Specialty Insurers Enhance 
Agency Marketing Ability 

Standard Company Packages 
Can’t Cover It All 

Specialty General Agencies Provide 


Wallace L. Clapp, Jr., CPCU, January 
Wallace L. Clapp, Jr., CPCU, February 
Wallace L. Clapp, Jr., CPCU, March 
Stanley Lewbel, March 


Eugene I. Morris, March 





John G. Jinks, Jr., CPCU, March 
Case Histories Show Profitability 
Of Specialty Lines. 

Special Risk Business Gives 
Agency A Competitive Edge 
Standard Business Can Start Out 

As Non-Standard. 
Products Liability Presents 

Underwriting Challenge 
Convenience: A Plus In 

Surplus Field James E. Massinger, 
Agents Enthusiastic About Recreational 

‘ehicle Coverage. 
Lenders Credit Insurance Program 

Introduce 
Logger’s Property Damage Policy is Essential 

Lead To Success. Rose V. McCullough, December 

To Forest Industry Wallace L. Clapp, Jr., CPCU, May 
Medical Malpractice Problems Arise; Insurers 

Search For Solutions Wallace L. Clapp, Jr., CPCU, June 
Professional Liability Policy Offered 

For Stockbrokers Wallace L. Clapp, Jr., CPCU, July 
New Saddle Animal Liability 

Program Introduced 
Specialty Market Future Still 

Looks Generally Bright_..Wallace L. Clapp, Jr., CPCU, September 
Oil Drilling Industry Changes Bring New 

Insurance Forms Wellace L. Clapp, Jr., CPCU, October 
Current Developments In Prepaid Legal 

Expense Insurance Wallace L. Clapp, 


Bud Hock, March 


argaret O’Keefe, March 


Wesley Mankoff, March 


Jack Westby-Gibson, March 


Jr., CPCU, March 


Alvin C. Tregoning, March 


Wallace L. Clapp, Jr., CPCU, August 


Jr., CPCU, November 


FEMININE VIEW 


Careful Dictating Reduces Letter Cost_._.Rose V. McCullough, January 
Labeiing Problems: First Step 
In Improving Operations. 
Warning Signals Indicate Need 

For Beiter Planning 


Rose V. McCullough, February 


- McCullough, March 
Developing Salesmanship. Rose V. McCullough, April 
Relieving Tension For Greater Productivity._._Rose V. McCullough, May 
‘Operation Lace” Program Can 
Bolster Your Confidence 
Leadership Check List Measures 
Your Potential 
Don’t Delay In The Quest 
Of oal Rose V. McCullough, August 
Effective Use Of The Phone Rose V. McCullough, September 
Condition Yourself To 
ee Rose V. 
Project IN/VEST Develops 
Qualified Personnel 
End-Of-The-Year Evaluation Can 
Lead To Success. 


Rose V. McCullough, July 


McCullough, October 
Rose V. McCullough, November 


Rose C. McCullough, December 


GENERAL 


THE FORUM: The Need To 
Publicize Flood Insurance 
THE FORUM: Flood Insurance 
Limits Raised 
Stressing Service, Not Price, 
Keeps New Accounts Coming 
Volume Increase Linked To 
Good Communication 
Developing Business Rapidly: 
A Must For Young Agency 
THE FORUM: Tornado Proves Need For 
Insurance To Value 
You Have A Vital Interest In Educating 
The Customer__._.....-......._..-.-_Sherlie B. Weeks, CPIW, May 
Evaluating Risks Individually Builds 
Quality Business 
Client-Oriented Staff Builds 
Favorable Image 
Approach The Risk From 
Buyer's Viewpoint 
THE FORUM: Explain Insurance In The 
Buyer's Language Roy C. McCormick, September 
THE FORUM: New Endorsement Covers Added 
Cost Of Safety Glass Roy C. McCormick, October 
THE FORUM: Cancellation Instructions 
Require Prompt Action 
Moving Agency From Urban Area 
s Not An Impossible Dream 
Survey Selling Works Well In Rapidly 
Growing Area. 
Individual Goals Are Springboard To 
Larger Volume. 


70 


Roy C. McCormick, January 


Roy C. McCormick, February 


Paul B. B rooks, 


February 


John R. 


Roy C. McCormick, May 


Gerald F. Boyle, June 


tobert H. Andresen, June 


Roy C. McCormick, November 
Jim Vernon, November 
Leonard E. Stokes, December 


James F. Roberts, December 


Wallace L. Clapp, Jr., CPCU, April 7 


70 


90 
78 
88 


Rose V. McCullough, June 102 


62 


73 
90 


Billiter, March 7 


Larry M. Jarvis, April 5% 


Pete Bergerson, May & 


LIFE INSURANCE 


Consistency Is The Key To Successful 
Life Production 

Commercial Clients Can Be A Vital 
Source Of Life Business. 

Use Cold Canvassing Along With 
Other Techniques 

Farmers’ Debts Make Them Willing Wagers 
Of Life Insurance. 

Approach To Disability Selling Varies 
With The Prospects 

Small Group, Life Cases Can 
Boost Your Income 

Life Business Flows From 
Surety Operation 

Life, Casualty Departments Complement 
Each Other Thomas C. Sluder, CPCU, October 





Phillip D. Yoffe, February 


James J. Nocerino, March 





John G. Giacobbe, May 
aul R. Fleurdelys, CLU, June 





Warren Winnick, July 
Jack A. Wepfer, August 


Ben L. Matthesen, September 








Individual Prospects Require 
Differing Sales Approaches 

Life, Disability, Pension Prospects 
Are Already In Your Files. 


Don P. Leemon, November 


Jay S. Walker, December 


LOSS RATIOS 


Weed Out One-Line Accounts; 
Keep Liability Limits High 
Educating insureds Proves 
Beneficial . Walter C. Corish, Jr., CPCU, 
Employees Are Crucial To Loss Ratio. Ben Battle, Jr., 
Applied Knowledge Can Alter Loss 
Ratio by 30% 
Contingent Contracts Add 
Substantially To Agency Income 
Improving Loss Ratio Via 
Multi-Faceted Program 


Charles S. Stults, Jr., June 


June 
June 


M. Opal Barrett, June 





Burton L. Katz, July 


Mark G. Scott, November 


PERSONAL LINES 


Placing Most Business With 
One Company 
Personal Lines Vital To 
Small Town Agency 
THE FORUM: New Condominium Package 
Gives Unit-Owners Better Coverage 
Forget Commission In Selling 
Personal Lines. 
THE FORUM: Homeowners 
Coverage Limitations 
Keeping Clients Well Informed 
Generates Substantial Business Robert L. Denning, August 
Reducing Companies Increases Profits.....~-~ J. S. Acra, Jr., August 
Promoting Women Pays Off__John P. Young, III, CPCU, CLU, August 
Large Agency Needs Personal 
Lines Stability 
Personal Lines Production Brings 
Satisfaction, Profit 


George W. Scheiferstein, January 


James N. Rhine, January 





Roy C. McCormick, April 
Frank W. Kelley, June 


Roy C. McCormick, July 


Charles E. Wooddall, September 





George Hart, November 


RETAINING BUSINESS 


Contests, Careful Mergers Help 
Retain Business._._tdohn J. Makowsky & Donald D. Herington, April 
Clients Appreciate Renewal Service Jay H. Lumley, April 
Brochures Build Clients’ Confidence 
in Agency ms 
Persistence: A Plus With 
Large Accounts. Thomas C. Burnbrier, CPCU, 
Renewing Corporate Accounts Demands 
Inquiring Minds. John R. Prewitt and Frank F. Potter, 
Teamwork Approach Builds 
Total Accounts 
Ownership Transfer Program Keeps 
Business On Books 


Robert E. Stiff, April 





April 
June 
Loren C. Solberg, June 


William R. Willard, August 


SERVICE AFTER A LOSS 


Clearcut System Speeds 
Claim Handling Herman F. 


Claim Service Must Go Beyond 
Mere Efficiency Noel Bisel, 


Rural Area Presents Unusual Challenges_-__-_ Sam B. 
Agency Staff Refers To 

ON OO C. Cortney Wood, CPCU, October 
Loss Control Measures Aid Claim Service._...George B. Stiff, October 
Adjusters, Agents Must Have A Positive Attitude 

Toward Claims William G. Kirkpatrick, December 


Shottenfels, CPCU, February 


CPCU, October 
Stewart, October 


SPECIAL 


What It Will Cost To Rebuild This Spring 
What It Will Cost To Rebuild This Summer 
What It Will Cost To Rebuild This Fall 





What It Wi!l Cost To Rebuild This Winter 


94 
78 
66 


ROUGH NOTES 





